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One Hour a Day
How creating time to look ahead can give you perfect control of your business.

C

just shut down your busiest production line.
With all of this, who can find time to focus on the
“important things” like sales growth and continuous improvement? By implementing a new tool,
might I suggest, you can.
I conceived of this tool in response to my need
to find some way to invest time in the future of my
business, not just the emergencies of the day. I labeled it my “Power Hour,” which I later learned is
also the name of a popular drinking game, so be
careful not to confuse the two. My version works
like this…
Carve out an hour of your day, preferably early,
and diligently schedule it on your calendar. Nothing but a true emergency should interfere with your
prescheduled “hour of power.” Reserve this hour
of your day for running through several tasks and
exercises focused on the “big” picture of your business. The “Power Hour” generally flows as follows:
Start by reviewing your professional mission statement—basically a sentence or two that summarizes
why you come to work each day. The answer is different for everyone (make money, support my family, improve the lives of my co-workers, achieve a
dream, etc.) Result: Reminding yourself of why you
work in the first place helps to keep the crises of the
day in perspective.
Next, take 10–20 min to focus on top line growth.
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Multiple customers call in a single day and
complain about delivery problems that I
didn’t even know existed.
My backlog of orders drops off, and before I
know it, I’m spending too much money on labor.
Chemistry and materials expenses are out of control this month. I should have realized it in time to
fix it, but I didn’t... I get to the end of the day and
feel like all I did was put out fires with customers
and employees... I could grow my coatings business
if I could just find more time to dedicate to sales...
I wake up at three in the morning and can’t fall
back asleep because I feel like my business is out of
control... Sometimes my boss (shareholder, owner,
banker, customer) asks me how my operation is
performing and I don’t have a good answer.
Chances are you can identify with at least one,
and likely several, of the above. After all, life in the
finishing industry is an endless barrage of distractions. An employee catches you on the
way into the plant with a complaint
about his supervisor; a regulatory
report, due tomorrow, sits on your
desk in need of review and signature; a customer issued a corrective action request last week and
it’s due by the end of the day; a
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You’re up to date on the operational performance
of your business, set to act on anything that looks
out of line, and prepared to answer performance
questions from bosses, investors and bankers.
Review your backlog or work-in-process report,
note anything that looks out of whack and follow
up with your team. Result: You’re prepared to head
off any customer problems before they occur and
are ready to respond to customer questions or complaints should they come your way. Update your to
do list and face the day with complete knowledge
and control of your business.
The “Power Hour” takes discipline. It’s never
the most urgent thing on your schedule, but once
it becomes a regular part of your day you will find
yourself much more prepared to face the rigors of
managing your coating operation.
My personal friend and revered leadership guru
Chuck Zamora has a great quote, published in
Chuck Zamora’s Little Black Book of Quotes (Professional Success Press, 2008).
“Great Leaders are not great because of their vision, their motivation, their inspiration, their dedication or their drive. Great Leaders are great because of their Systems and their adherence to those
Systems.”
The “Power Hour” is a perfect example. n

No Oil, No Waste, No Worry...

The BioClean system solves adhesion problems
with a “Total Source Elimination” that eliminates
expensive hazardous waste dumping costs,
solvent replenishment costs and automatically
maintains optimum cleaning effectiveness.
BioClean, USA 40 Cowles Street • Bridgeport, CT 06607

Phone: (203) 367-0663 • Fax: (203) 367-0396
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For 50 years Steelman has been leading the way with our
high-quality industrial curing and burn-off ovens!
Direct fire burners
Shipped completely assembled
and tested
Variety of models available:
bench-type, cabinet, batch or
conveyor
Operating temperatures up to
850F

Fully automatic controls remove
operator error and automatically
adjusts to load
Patented features including Top Down
Heating, Rate of Change Control, &
Automatic Process
Faste
Faster, safer, and more reliable
cleaning of your hooks and racks

All ovens include UL listed control panels and are built to comply with NFPA 86, FM and OSHA standards.
Celebrating our 50th Anniversary!

Steelman Industries, Inc
2800 Hwy 135 North
Kilgore, Texas 75662

http://www.steelman.com
Phone: 888.735.8831
Fax: 903.984.1384
Email: sales@steelman.com
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